
 

Becoming a Private Jeweler with Stephanie Gottlieb 
THRIVE BY DESIGN WITH TRACY MATTHEWS 

“You want to make sure your employees are happy because at the end of the day, like 
an unhappy employee means it's going to reflect in their work and how they treat your 

clients and that would be worst case scenario.” 

You're listening to Thrive by Design, business, marketing, and lifestyle 
strategies for your jewelry brand to flourish and thrive.  Let's get started.   

 
Tracy: Welcome to The Thrive By Design Podcast episode 242. Hey, there, it's 

Tracy Matthews, chief visionary officer over at Flourish and Thrive 
Academy, and I am thrilled to be here today welcoming a very special 
guest on the show today, Stephanie Gottlieb. Hey, I am super excited 
because so many who will ask, "Tracy, how have you built a private jewelry 
business," and I'm only working in my business part-time doing really well. 
I wanted to interview someone who is crushing it as a private jeweler here 
in NYC, but it doesn't matter where you live, you can use what Stephanie's 
going to teach you today and what she's going to talk about wherever you 
live to become the best private jeweler in your area. Here's the deal, 
growing a jewelry business doesn't have to be hard. 

But as independent creative thinkers, sometimes we like to make it a little 
bit harder than it has to be. This is the second part in a third part series 
where I'm interviewing a series of designers who have really used the 
power of online sales, reaching their customers direct to consumer to 
build the businesses that support what they want. Last week, I interviewed 
Oren Katz of Carbon and Hyde, and next week I'm going to be 
interviewing Stephanie Abramow and Mollie Good of Walters Faith. Today, 
it's all about Stephanie Gottlieb. I'm super excited about this because what 
we know about growing a jewelry business in today's economy is very 
different than what it was even five years ago or 10 years ago. I'm excited 
to pick Stephanie's brain. 

It's going to be fun to see how she's used Instagram to grow her audience 
and how she built a business from just her to having multiple employees 
at this point, which is super duper fun. Whether you just want a small and 
mighty business that you can manage on your own or you really want to 
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go big or go home, you're going to really enjoy this interview today. Before 
I dive in, I wanted to share something really special because every day we 
are helping designers who are selling fine or custom jewelry reach more of 
their customers by using their website as a tool. 

If you are in the fine or custom jewelry space and you want to become a 
private jeweler, perhaps like Stephanie and many of the other students 
that we've mentored through our SOS coaching program, I'd love to invite 
you to apply for an SOS exploration call. SOS is our high touch coaching 
program over here at Flourish and Thrive where we give you personalized 
coaching based on where you are in business. This works for all types of 
jewelry brands, but today since we're talking about fine jewelry, I thought 
I'd mentioned a little bit more about how it's going to help your fine 
jewelry business. 

If you are a fine jeweler or a custom jeweler who is trying to reach more 
customers, we're going to help you set up a system of referrals, help you 
set up a CRM that is going to keep your pipeline fresh so that you know 
when to follow up with people so that you're getting those repeat sales, 
and to start getting consistent leads in your sales funnel every single week. 
We're going to do that by using your website as a tool. If you're interested 
in learning more about SOS or the program, I'd like to invite you to jump 
on a free SOS exploration call. Just going to head on over to 
flourishthriveacademy.com/SOS now to apply for your free call right there. 
On that call, you're going to speak with our business accelerator specialist, 
Natasha. 

She's going to walk you through basically your goals for your business. 
We're going to walk you through your three year vision where you see 
your lifestyle, where you see your business being. We're going to take a 
look at your business now and see how it's supporting those goals, and 
we're going to take a look at the roadblocks that are preventing you from 
reaching your business goals and dreams. Head on over to 
flourishthriveacademy.com/SOS now to apply for your free exploration call 
and learn a little bit more about the program. Before I dive in, I would love 
to introduce Stephanie Gottlieb. I first found her on Instagram, which I 
thought was so fun. 

I love what she was doing, how she was featuring the rings that she 
carried and how she started expanding her private jewelry business into 
basically being an e-commerce website. Stephanie is a fine jewelry and 
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bridal jewelry designer based in New York City. She started her business 
based on the desire to fill a void in the bridal category and make the 
diamond education and purchasing process a more accessible and 
seamless experience. We're going to dive right in to today's episode. You're 
going to find out how Stephanie ended up starting her own jewelry 
company, wasn't how you think, and we're going to dive into how she's 
really built this amazing raving fan base of followers and clients. Let's jump 
in right now. 

I'm so excited to have Stephanie Gottlieb on the show today. She is an 
incredible private jeweler based in New York City, and I'm sure you've seen 
her Instagram where she has like almost 300,000 followers at this point. 
She's just really killing it in the private jewelry space. Stephanie, thank you 
so much for being here today. 

Stephanie: Yeah. Thank you for having me. 

Tracy: The reason I wanted to interview you is we have a lot of designers in our 
community who are trying to really kind of nail down that private 
concierge style business where they're working directly with customers 
potentially in their area, in their hometown or area, and to really be able to 
like dive deep into what it takes to build... Basically like become like a 
jewelry concierge in a way. I'd love to hear just your journey from the start. 
How did you get started in the jewelry industry and what brought you to 
this kind of business model? 

Stephanie: Like most other people, I graduated college with very little idea of exactly 
what I wanted to do, but I knew I wanted to be in sort of the marketing or 
advertising world. All of my internships previously had been at magazines, 
so that was kind of the goal for me. But while I was applying, I took an 
internship with a diamond company through a family friend, and I had like 
no expectations of staying there or making that my real job. Just thought 
it would be a fun two month internship while I figured out what to do for 
my real job, and that two months turned into five years because I instantly 
fell in love with the world of diamonds and jewelry. Who doesn't love 
playing jewelry every day? 

This was for a small company, so I really did get to kind of wear a lot of hats 
and learn a lot of different roles and about the wholesale side of the 
business. That was a really cool introduction. I stayed there for five years. I 
really did love it, but I felt like there wasn't much room to move up in the 
company because it was family owned and it was either you were family or 
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you worked for the family and that was kind of the end game. I started 
looking around for other jobs and quickly came to realize that the jewelry 
industry is pretty much just like that. It's you either run the company or 
you work for them forever. That's fine, but I wasn't in a place where I 
wanted to be doing the same thing for someone else. I really wanted to do 
my own thing. 

That was six years ago. I took a leap and I just started my own company 
with low expectations because I was doing let's say one to two private 
clients a month when I was still at my full-time job. Just because friends 
would come to me and need an engagement ring or a gift for their mom 
or whatever it was. I was young. I was 25 years old, so I figured this will be 
fun. I'll go to the gym in the morning and then I'll have one meeting and 
then I'll go home early and have dinner ready for my husband. That quickly 
turned into something very different. I like to say it was luck, but it did take 
a lot of work to get here. Initially I worked out of my house. I took meetings 
out of my old employer's space. They were kind enough to let me host my 
clients there, which was super nice, and not everybody's that lucky. 

I did use a lot of my relationships from that job because I wasn't doing 
wholesale, so I really wasn't stepping on any toes by doing that. I was just 
sort of leveraging those relationships to make it a retail experience. Over 
time I took a space in someone else's office so that I could really have a 
place to call my own. I had like my own dedicated office. I was there for a 
year on my own before I hired someone else. Actually my first hire was my 
sister and that was just an easy hire because I knew I could trust her and I 
knew she had my best interests at heart. Of course, it was fun to be 
working together and she still works with me. She runs our e-com. 

Tracy: Oh, that's awesome. 

Stephanie: We have fun and what's nice is that we have very like separate 
responsibilities so we don't have to interact so much on the day-to-day 
because otherwise we might end up killing each other. But no, we really 
have fun. She's sort of responsible for the website and I handle all of the 
custom and bridal. It's a good division. 

Tracy: That's awesome. I worked with my sister for about two or three years in my 
jewelry company. I moved her to New York with me. It's definitely an 
experience working with family member because they do have your best 
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interests at heart, but at the end of the day you're family and like 
sometimes you cross boundaries that you normally wouldn't. 

Stephanie: Yes. It ended up working that I had this one room in somebody else's office 
so I didn't have the space to actually accommodate her. I got her a 
separate office like two blocks away. We actually like really kept our 
business separate and that was for two years that we were just completely 
separate and we would come home every single day and like give each 
other papers and deal with kind of wrapping things up for the day, which 
really meant that work like never ended. 

Tracy: Yeah. 

Stephanie: Then slowly like each of us hired an assistant and now we have eight 
people working with us. 

Tracy: Fantastic. 

Stephanie: Really we went from a team of three to a team of eight in the last six 
months. There's been a lot of changes here. 

Tracy: I'm curious what's your company structure like? What are the roles that 
you have? 

Stephanie: Oh God, that's like my worst nightmare to answer that question, but we 
have three people who strictly handle the e-commerce. We have three 
people who strictly handle bridal.. There's myself and then I kind of have 
like my right hand woman or like COO role, but she's kind of also a CMO. 
She kind of handles our marketing and operations.Let me ask you this. I'm 
going to kind of... I know I've had some pre-framed questions, but I'm 
curious like how did you get your first customers? You said some of them 
were friends that just needed help. How'd you start spreading the word 
about it? 

Tracy: Let me ask you this. I'm going to kind of... I know I've had some pre-framed 
questions, but I'm curious like how did you get your first customers? You 
said some of them were friends that just needed help. How'd you start 
spreading the word about it? 

Stephanie: Everything was word of mouth to begin with, and I was modeling my 
business after the person who I would consider my original mentor in this 
business. She's the person who got me my first job. She's a family friend 
who really was my dad's jeweler for his entire adult life. She is like a mother 
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to me and set me up with that first job and said, "You're going to love this, 
and I think you're going to do so well at it." She was right. It was word of 
mouth, your best friend's cousin, your sister's best friend's mom. That's 
kind of how it started, and then Instagram started the same year that I 
started my business. Instagram really became a thing. Initially I used it 
strictly as a gallery for this is what I'm doing, these are the fun projects I'm 
working on. 

I love photography and I love styling photos, so Instagram is like the most 
perfect platform because framing the perfect picture is like my dream job. 
But what I've really come to use it for is building a community because 
unlike your website, which does sort of serve as a gallery for what you do 
and how you do it, Instagram is interactive. You can really engage with 
people and respond to their feedback. It's a really cool way to connect with 
your followers and your clients and kind of cater to them and their needs. 

Tracy: Yeah, that's so, so true. I mean, I think if you kind of as a... I mean, I love 
how you just talked about the community building aspect of what you've 
been able to do on Instagram. I want to dial this back because like when 
you were originally starting your business model, why did you decide to go 
direct? Was there a reason that you didn't want to sell to stores or go 
straight to having a product line where it was just custom commissions 
first?. 

Stephanie: Yeah. When I started the business, everything was one offs. I would design 
a piece for myself and someone would like it and I would recreate it. That's 
how my line came together. If you look at my collection, it's actually not 
really a collection in the way that like a designer thinks of a collection 
where they intentionally put together 10 pieces that makes sense 
together. Mine is really just, I want this earring for myself, I'm going to 
design it, and then, oh, everybody else wants it? Okay, I'm going to start 
selling it. There wasn't this like intention to design a collection. Wholesale 
was the world I came from. As much as I enjoyed my job, like five years in 
wholesale was enough for me. It's a lot of work to make very little amount 
of money I think. 

Tracy: How are you building like an email list out of that engagement that you're 
getting and moving those people to actually get off of Instagram to shop? 
I know in the last couple of months, shoppable pins and stuff have 
become like a bigger thing. Is that working for you? Do you have any kind 
of advice on like how you've done I well? 
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Stephanie: Yeah. Instagram is an amazing tool. Really the feed for me and... Not 

everybody treats it the same exact way, but the feed for me is where I can 
be like very editorial, super curated, make sure the picture is perfect and 
take that picture a hundred times before I get the perfect one. I think 
that's what draws people in. Like seeing that really captivating image, 
that's why they're going to start following you. For the accounts, especially 
in jewelry, like if your nails aren't done and your hair isn't perfect, don't 
take the picture. Don't post it. It's just not worth it, or don't post it on your 
feed. Save it for your Stories. The feed for me, it has to be polished. This is 
your resume to the world. This is what I do. You don't want that to be 
anything but perfect. 

Tagging products on your pictures is definitely a good way to get people 
to your website, but really the Stories have so much potential for driving 
business to the website, driving traffic. I mean, 90 plus percent of my 
business comes from Instagram. 

Tracy: Wow, that's awesome. 

Stephanie: Recently I've been putting extra effort to be active on my Stories because 
that's the way it's going. People love video. They love the realness of it. 
They love how live it feels and the fact that like you can easily find what 
you're looking for. Instead of having to ask for a price, if you put a swipe up, 
they're driven there themselves. I think it really comes down to like 
self-help because people don't want to have to take that extra step to ask. 
They want it spoonfed to them. 

Tracy: Exactly 

Stephanie: With the links you can really do that. I've been making an extra effort to do 
that. Again, like if your nails aren't polished and your hair isn't done, the 
Stories work because it lives there for a short while. People have this short 
attention span for Stories. They're seeing a snippet and then they're 
moving on. But if you catch them in that snippet, they may click through. 
You can create like forms where people can sign up for your mailer list 
through a swipe up. You could have that exist, they swipe up and give you 
their information, and that's also worked for me for signing up for trunk 
shows and events and things like that. 

Tracy: Oh, that's a great idea. You get a notification about a trunk show or where 
you're going to be since most of your customers are in New York. 
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Stephanie: Right. Like swipe up to attend and they give you your email. I think you 

really just need to make it easy because taking that extra step is almost 
asking too much. If you can make it as simple as type in your email 
address and you send them the information, instead of asking them to 
give you something, I think that that makes it a more easy streamline to 
the website. 

Tracy: How are you like marketing to people once they subscribe to your email 
list? Do you have a regular marketing schedule that you guys do? 

Stephanie: I'd like to say I do, but I don't right now. That is a work in progress for 2020 
coming up with a real hard marketing schedule. It's hard when you're 
handling the day-to-day of a business and managing people and meeting 
with clients and answering emails. Marketing sort of becomes the lowest 
on the totem pole when really it should be like your first initiative. Having a 
person dedicated to that I think is important and we're kind of looking for 
that person now. But right now it's sort of a combination of new product 
launches, sale announcements, trunk show announcements. We try to 
just be cognizant of like what our upcoming holidays that we should be 
shouting out, and we want to be highlighting X, Y and Z launching next 
month, things like that. 

Stephanie: I think it's like a pretty targeted list of people because you've asked them 
to sign up for it. You should expect that those are the same people who 
are actually liking your pictures. They care. A mailing list is a huge way we 
get business and it's a really good tool for any growing business to kind of 
gain traction. I also think you should give back. If you're asking for an 
email, give them 10% or whatever it is on their first order. That's what we 
do to kind of entice people to sign up for it. 

Tracy: How do you handle the growth of your company? Because like you went 
from a couple of people to now eight in a very short period of time. How 
have you managed that as like the founder and I'm assuming your title is 
like CEO or something like that? 

Stephanie: Yeah. I think for me truly that's the hardest part. Not only am I responsible 
for all of these people and making sure the company's a success for me, 
but also for them and making sure everyone's happy. Right now we're in 
somewhat of a small space for this many people because I didn't 
anticipate how many people we need, so we're actually building another 
office next door. It's hard. You want to make sure your employees are 
happy because at the end of the day, like an unhappy employee means it's 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 

distributed without expressed written consent. | © 2019| Flourish & Thrive Academy 



 
going to reflect in their work and how they treat your clients and that 
would be worst case scenario. Making sure everyone's happy, like trying to 
do weekly or biweekly check-ins, kind of sitting as a team and talking 
through like what we think our weaknesses and strengths are so that we 
can fix them together. 

Right now I'm like actively looking for a strategic partner who's grown a 
business. Not even necessarily a jewelry business, but someone who just 
kind of understands how to spell because this is way beyond where I 
believed it would ever be. I'm kind of adapting every day. 

Tracy: That's so awesome. I have some tips for you after. You should read the 
book... Have you heard of the book Rocket Fuel? 

Stephanie: No 

Tracy: Read that book. 

Stephanie: I will take any advice I can get. From an Instagram perspective, I have my 
stuff together and everything looks like everything's going super well, and 
it is. I mean, we're a success. We're making money. Clients are happy. 
They're coming back. All good things. But like any other business owner, 
like any other small evolving business, it's a learning process and we are 
learning every day how to make things better. 

Tracy: That's so awesome. I love that kind of mindset too because you're not 
saying like, "This is not what I'm good at," or saying things like, "I'm not 
good business person." It's just really about learning and adapting I think 
that's like a huge different kind of mindset when you're growing a 
company because you obviously got into it for a different reason because 
you were randomly working for this other company. You found that you 
liked jewelry, started making some rings, and then all of a sudden you 
have a business and it wasn't necessarily the plan. 

Stephanie: Right. It wasn't. There was zero plan, which kind of makes it scary, but also 
exciting that we were able to get here without a plan. 

Tracy: Yeah, exactly. 

Stephanie: At this point, it's like you just have to make it work. 
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Tracy: From your business model, like speaking of making it work, where does 

the majority of your revenue come from? Does it come from like your 
ready to wear collection or the custom? 

Stephanie: What's interesting, my model is that everything is sort of made to order, 
even the stuff on my website. We stock a lot of my collection, the SG Fine 
Collection, but what a lot of people don't even realize is that we are a multi 
brand website. I sell other designers pieces as well. They don't necessarily 
stock or inventory those pieces. Our client has sort of been trained to 
understand that there's a lead time and everything is made to order for 
them. I think in fine jewelry that's almost to be expected because everyone 
has a different finger size, and they want different metal color, and we do a 
lot with birthstones and initials. None of that can be pre-made. I would say 
the majority of our business is made to order of some sort, but mostly 
through the website by volume. 

Tracy: How have you been able to successfully communicate that? Because I feel 
like, at least in my experience and designers that I speak to, they're so 
fearful about telling people like, "This is fine jewelry. It's made to order." 
They're like worried about losing the sale. How have you successfully been 
able to communicate that with your people? 

Stephanie: Some people don't read the fine print. Every single product on our website 
has a lead time clearly spelled out, but many people read over that or 
forget or they're just hopeful that we're not telling the truth, or I'm not sure 
what. But you take it like case by case. Most people understand we. I 
mean, even for holidays, I try and preempt people early to like shop now 
because things take six weeks and you don't have time for Christmas if 
you're ordering December 15th. You'll always have a couple of unhappy 
people who just don't understand, but we try and do our best. We try and 
either supplement it with something else that is readily available, or in 
whatever instance, send a picture that they can print out and put into a 
card. We try and get creative to make people happy. 

Tracy: That's awesome. Yeah. I think that that communication piece is so 
important to develop or creating like an excellent customer experience I 
guess. 

Stephanie: It's all about customer service in jewelry. When you're spending a lot of 
money, you want to make sure that the people you're working with care 
about your purchase. I think one of your questions that like maybe you'll 
get to, but we can talk about a little bit now is people filling out the forms 
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on our website, like how that experience takes place. If anyone's sort of 
inquiring about something bespoke or wants more information, we have 
someone from the team reach out to them because we understand that 
not everybody feels comfortable clicking to buy a piece of jewelry. They 
need questions answered. Unfortunately, a lot of the business is manual. 
We really have to do everything with people.It can't be a robotic 
auto-response, but we also want people to feel like there is that personal 
touch. There is someone on the other end of the computer responding to 
your questions and taking the time to make sure they get answered 
appropriately. 

It can't be a robotic auto-response, but we also want people to feel like 
there is that personal touch. There is someone on the other end of the 
computer responding to your questions and taking the time to make sure 
they get answered appropriately. 

Tracy: Exactly, yeah. 

Stephanie: I mean, we get like very personal. We're speaking with people about 
personal moments, celebrating big occasions. They want to make sure 
someone really cares about their purchase, and we do. 

Tracy: I love that. This is something... because I get people like, "Can you really sell 
$5,000 jewelry in an e-commerce store," and I was like, "Yes, you can, but 
you can't just not talk to people." I think that there's a lot of people out 
there who maybe they don't like sales. They want the product to speak for 
itself, or they just feel like they put this store up and people are just going 
to buy. I feel like so many more people are buying luxury products online, 
so it's like... I think what you've done is really impressive to be able to grow 
your business so quickly and create such a community around a fine 
jewelry brand where your business model is while you still meet people in 
person, but it's essentially about like your website and like getting people 
there to take an action. 

I love that. This is something... because I get people like, "Can you really sell 
$5,000 jI think that's the misunderstanding that people have when it 
comes to selling fine jewelry online is that you can just set it and forget it. 
In most cases, people are going to want to talk to you when something is 
more than a couple thousand dollars.ewelry in an e-commerce store," and 
I was like, "Yes, you can, but you can't just not talk to people." I think that 
there's a lot of people out there who maybe they don't like sales. They 
want the product to speak for itself, or they just feel like they put this store 
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up and people are just going to buy. I feel like so many more people are 
buying luxury products online, so it's like... I think what you've done is really 
impressive to be able to grow your business so quickly and create such a 
community around a fine jewelry brand where your business model is 
while you still meet people in person, but it's essentially about like your 
website and like getting people there to take an action. 

Stephanie: I think that's where it really ties back to your social media because I sort of 
created this relationship with people through Instagram. There is a trust 
factor that maybe there isn't with some unknown website where you 
Google and you end up because you like the look of something, but don't 
know who is selling it and where it's coming from. People don't know me, 
but they sort of feel like they know me because I give them a little bit of 
my personality and I teach them on Instagram and my YouTube videos, 
and I try to educate them so they feel like they are informed when they're 
going into a purchase, whether it's with me or somewhere else. 

Tracy: Yeah, I love that. Your ability to like really just be able to create that 
conversation is powerful. Now, I know Instagram is a huge tool for you, but 
are you using anything else to drive traffic to your website or any other 
socials? 

Stephanie: Not right now. I mean, everything I do gets pushed to Facebook, but I 
don't actively use Facebook. No. Instagram is my hub. That's really like 
where I've perfected my craft. Going elsewhere would actually scare me, 
but I do use YouTube for video purposes and try to drive some traffic there. 
I'm not active enough there, but we're sort of exploring Pinterest just as 
like a visual medium. I think that's like an untapped market as well, but a 
totally different animal. It requires research and knowledge of the 
platform. I'm kind of of the camp that like if what you're doing is working, 
stick with it and be the best at it, instead of trying to do 10 different things. 
If Facebook is for you, do Facebook really, really well. If Instagram is your 
medium, perfect Instagram. 

Because even though that may leave me at a disadvantage because who 
knows what will happen with Instagram in the future, right now that's 
what works for me, so I'm just doing it to the best of my ability. 

Tracy: That's why you're getting people on your email list so you can keep 
communicating with them, right? 
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Stephanie: Yeah. The brand is big enough that when Instagram goes down, the 

business goes down with it. 

Tracy: Are you running any ads right now, like any Facebook ads or Instagram 
ads? 

Stephanie: I literally started one month ago around Facebook and Instagram ads. 

Tracy: Have you seen a result yet? 

Stephanie: We're only just now starting to see the results. What I've been told and 
what I'm like trying to be patient about is that it can take up to 90 days to 
yield a return on that first investment. You have to be patient. The 
approach we took is that like spaghetti on the wall approach, like try a 
bunch of different things and see what works and then reel it back in and 
do what works. We're trying just white background carousels. We're doing 
high impact imagery. We're trying video just to see what sticks and what 
gets impressions and what actually drives sales, and then we'll revise next 
month. But so far for me, which I'm not super surprised about, the high 
impact imagery, the pictures that get a lot of likes on my page are the 
ones that are doing successfully for ads. 

Tracy: Makes sense. 

Stephanie: Even as a consumer, think about how you shop and what catches your eye 
on Instagram or Facebook. I think that's the best way to approach ads 
because you want to think about who's consuming your ads. I would be 
the consumer for my own business. What would kind of catch my eye if 
I'm scrolling through? 

Tracy: I saw a company doing something really interesting. They have other 
people... Maybe they own all these pages and it's sort of like fake 
testimonials, but they're... This is like so interesting and I don't know why 
I'm talking about this, but they're running ads from other people's account 
saying, "Oh my gosh, I just got this X, Y, Z brand like wedding band and I'm 
so surprised by like how amazing it is,' or something like that. They're like 
turning ads that look like content into... Turning content that looks like a 
testimonial, someone's just like sharing it into an app. Really 
interesting.But I think that's the best way to do an ad is where you don't 
even realize you're receiving an ad. It just feels like organic to your feed. 
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Stephanie: But I think that's the best way to do an ad is where you don't even realize 

you're receiving an ad. It just feels like organic to your feed. 

Tracy: Exactly. I think one thing that's also really working that I've heard for ads is 
like things that look like selfie images because... I mean, that's what we're 
using. We're testing a little bit of that for Flourish and Thrive, but it's 
interesting to see. I've seen a few people doing that with ads on Instagram 
for jewelry and I think it works really well because you really don't think it's 
an ad and then you're like, "Oh, this is interesting. Where did this come 
from," and then you want to click that more button or whatever. 

Stephanie: Yeah 

Tracy: Cool. Is there anything else you'd like to add for all the fine jewelry 
designers or aspiring private jewelers in our community? 

Stephanie: Yeah. I mean, I would just say that there are a lot of us and a lot of us are 
doing very similar things. What I think will make you stand apart, what 
made me stand apart is that like you find the one thing that really 
resonates with your audience, but also that really speaks to like who you 
are as a brand. Maybe that's a color scheme or a certain type of angle that 
you're using consistently, but I feel like once you nail what's like inherent 
to your brand, stick with that because everybody's posting jewelry. I mean, 
my whole feed is jewelry and it's all beautiful, but what really stands out to 
me is like the accounts that I know it's them just by scrolling without even 
seeing the name. 

Creating that identity for yourself on social media and making that stamp, 
I think that's what will make people successful and not trying to replicate 
what other people are doing. Just do it in the way that feels innate to you. 

Tracy: I love that. Thank you so much for being here. Where can everyone find 
you, Stephanie? 

Stephanie: On Instagram it's at @StephanieGottlieb and our website is 
StephanieGottlieb.com.Thanks for being here. 

Stephanie: Thank you so much. 

Tracy: Thank you so much for listening to the show today. If you are interested in 
finding out more about Stephanie or stalking to her online, head on over 
to the show notes and we will share all the links where you can find her on 
social and beyond right there. If you're interested in learning more about 
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how we can help you build your private or fine jewelry business, reaching 
your customers online, I'd love to invite you to jump on the free strategy 
session to discover if SOS is a good fit for you. You can head on over to 
flourishthriveacademy.com/SOS now to apply your free strategy session. 

We're going to talk a little bit about your business goals, we're going to 
take a look about what is standing in your way of those goals, and we're 
going to explore what's happening in your business right now to see how 
we can support you in reaching those goals a lot faster. Let's do this. Thank 
you so much for listening to the show today. This is Tracy Matthews 
signing off.  

Thank you so much for listening to today's episode. It's my mission to help 
thousands of creative businesses, inside and outside the jewelry space, use their 
creativity to make money.  Make sure that you're subscribed to Thrive-by-Design 
on iTunes, Spotify, Stitcher and wherever podcasts are played.  We would love to 
hear what you think, please rate and review the show.  If you're inspired, please 
share this with your friends.  Here's to seeing you flourish and thrive. 
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